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The norm – bland, sterile, store environments where products are accompanied by a small specification sheet and a price 
card – won’t work. With the introduction of 5G technology and IoT, telecom stores must evolve from places where devices 
are generically displayed to “theaters of the future” where customers can experience and get excited about new products 
and services. Creating immersive experiences is critical to driving consumer adoption and revenue growth, and also to 
building the trust and understanding that engenders customer loyalty and reduces churn.

But many telecom and media companies have never thought of themselves as retailers. They’ve seen themselves as service 
providers, placing the vast majority of their technology investment in their networks, versus their supply chain. To thrive 
in the hyper-competitive market for next-generation communications services, they must invest in retail technology 
infrastructure that will help them transform their store networks to:

» deliver a localized retail experience 

» accelerate the launch of new products and services

» enable associates to maximize their time with customers 

Without this investment, telecoms will miss the opportunity to educate and create a sense of excitement around the new 
services they have to offer, and they’ll miss the opportunity to use the immersive nature of the store experience to win, and 
retain, new customers.

The global telecommunications (telecom) and media industry is in 
the midst of a massive transformation. Around the world, telecoms 
face new customer acquisition challenges as their penetration rates 
reach 100 percent or greater. As a response, telecoms are converging 
their service offerings, increasing their breadth of products, and also 
significantly accelerating their product development lifecycles. It is 
against this backdrop of service transformation that telecoms must 
also re-think, and transform, their retail footprints.  
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4 OPPORTUNITIES
FOR TELECOM AND MEDIA COMPANIES 
TO CREATE GREAT RETAIL EXPERIENCES 

For 20 years, One Door has been working with telecom clients like 
Telstra, Vodafone, Verizon, Sprint and T-Mobile to create amazing, 
immersive brand experiences in store. One Door enables telecoms 
to think more like retailers, and execute on four opportunities to 
create superior retail experiences.
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TAKE A 100 PERCENT PRESCRIPTIVE  
APPROACH TO VISUAL MERCHANDISING1

Telecoms generally have a large number of smaller-footprint retail locations of diverse sizes 
and shapes. This diversity makes optimizing store inventory and store placement difficult. 
In the past, telecoms have addressed this by enabling store autonomy – shipping every SKU 
and then allowing their store teams to make decisions about which products to feature, and 

where they are displayed. 

While this store autonomy may be popular with store managers, it limits the ability  
for telecoms to take advantage of centrally managed big data and analytics power  
to measure store reset performance and make better merchandising  
decisions. It also leads to significant overbuying of inventory  
and can lead to big inventory write-offs.  

A more effective approach is for HQ teams to prescribe visual  
merchandising down to the location of every SKU,  
using big data collected from across the entire store  
network. Then, they can communicate their  
merchandising directives to each store, and  
also feed the SKU prescriptions and re-order  
levels into the supply chain.    

One Door enables telecoms to do this. In one case, a mobile provider’s shift to a 100 percent 
prescriptive approach using our product led to an immediate $18 million reduction  
in inventory carrying costs, and a corresponding reduction in write-downs and write-offs.    

TO CREATE GREAT RETAIL EXPERIENCES 

4 OPPORTUNITIES
FOR TELECOM AND MEDIA COMPANIES 

“One Door is by far the best 
operations solution we’ve deployed 
in the last couple years. It’s allowed 
us to scale and do exciting things 
with merchandising that we’ve never 
been able to do before.”

– Sarah Osmer, Vice President, 
Retail Go To Market & Merchandising at T-Mobile
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TRULY LOCALIZE 
PRODUCTS
Given their large number of smaller locations, telecoms have much to gain through 
highly granular localization. Not only are their stores different shapes and sizes, but 
the neighborhoods they serve all have vastly different demographic, geographic, and 
environmental characteristics.

Traditional retail “clustering” that groups stores by size, sales volume, or household 
income, falls short in delivering the merchandising localization telecoms need. A store 
near a college campus might need to offer personalized, school-branded accessories, 
while a store just around the corner might need to offer high-end, leather cases to 
attract a high-value business buyer. And the availability of services in these locations 
may differ as well. There’s no point in displaying a promotion for wireless cloud backup 
in a market with a network that can’t support it. 

One Door is built on the creation of a unique digital store model of  
each location. As part of this model, multiple attributes can be combined to 
address the unique needs of telecoms in combining service availability and 
the consumer’s propensity to buy. Visual merchandising can be localized 
based on any combination of attributes, and then easily executed across 
thousands of stores.  
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ARE YOU 
READY 

FOR 5G?

Retailers across three 
continents used One Door 

to plan, 
deliver, and execute store resets 

across thousands of doors faster and 
more efficiently than ever before. 

Assortment mixes and marketing 
materials were sent to each unique 

location using specific store information to 
deliver exactly what they needed on time and 

according to plan.

TO CREATE GREAT RETAIL EXPERIENCES

4 OPPORTUNITIES
FOR TELECOM AND MEDIA COMPANIES 
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KEEP CUSTOMERS 
COMING BACK
Customers will only enter a store when there is something new to see. Telecoms 
have a great advantage here, in the abundance of new technologies, products, and 
services they can bring to market. However, to do this effectively, they need an 
agile retail ecosystem capable of rapidly creating new promotions and product 
launches in their stores.  

By investing in technologies like One Door that streamline  
HQ/store communication, telecoms can quickly scale the frequency of 
promotions. Replacing today’s tools – printed planograms, emails, and 
spreadsheets – enables telecom retailers to match the speed of industry 
innovation at retail, and continue to showcase the newest and latest products  
and capabilities they have to offer. One telecom we work with has evolved  
their capabilities to perform an average of 30 store resets per year1 –  
more than three times the average.  

3

of retailers who are highly proficient at merchandising 
execution say they receive seven or more directives per 
quarter. The number of communications a store receives 
is also related to the store’s annual revenue, with higher-
grossing stores receiving directives more often.

TO CREATE GREAT RETAIL EXPERIENCES

4 OPPORTUNITIES
FOR TELECOM AND MEDIA COMPANIES 

79%

1 The State of Merchandising Execution, 2017
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LET EMPLOYEES FOCUS ON 
HELPING CUSTOMERS, NOT 
MERCHANDISING
The human element is a critical part of an immersive telecom and media retail experience. 
Regardless of how cool and innovative a new communication technology or product is, adoption 
(and sales) will suffer without informed and well-trained associates that can relate the power and 
value of the technology to consumers.  

But when associates spend time on merchandising activity, it takes them away from spending time 
doing what they’re hired for – interacting with customers. When an associate must follow up with 
HQ on a re-order, or log an issue via email about a broken fixture, it directly takes away from time 
spent on the floor driving understanding and sales. 

One Door provides store associates with a completely guided 
experience for visual merchandising, and places all the tasks required to  
execute at their fingertips. The application significantly reduces the time they 
spend merchandising by telling them exactly what to do next, and then giving 
them a single place to do it. It also enables them to track their progress so they 
can work on merchandising activity between interactions with customers, and 
easily pick up where they left off.

4
— Effie Swed, 
   Store Manager, Vodafone 

“I think customers love 
interacting on a one-to-
one [basis], the reason 
being, you’re showing a 
lot of empathy towards 
the customer.”

TO CREATE GREAT RETAIL EXPERIENCES

4 OPPORTUNITIES
FOR TELECOM AND MEDIA COMPANIES 
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NO ONE KNOWS TELECOM RETAIL

To succeed as retailers, telecoms must optimize communication, localize 
assortments, move faster, and empower their store associates. They must 
transform the in-store experience to heighten customer satisfaction. And they 
must adopt visual merchandising tools that ensure each store is delivering the 
most unique, impactful brand experience at every shelf.  

Great retail experiences require countless moving parts to produce fresh products, marketing materials, 
and everything else a retail store needs, more frequently. Yet, telecoms who don’t embrace and master 
retail will lose even their existing mobile customers to competitors who create new ways to experience 
goods and services through their brick-and-mortar stores.

Creating a great retail experience is hard, but One Door can help. 

Ready to get started? Contact One Door today. 

LIKE ONE DOOR

ABOUT 
ONE DOOR, 
INC.
One Door, Inc. is the leading 
provider of cloud-based visual 
merchandising software. 
With One Door, 
merchandising teams 
communicate, execute and 
confirm store merchandising 
plans in a unified, cloud-based 
application. Our product lets 
retailers quickly create and 
deliver localized and 
impactful experiences for 
customers. Learn more at 
onedoor.com

https://onedoor.com/contact/
https://onedoor.com/telecom



